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TAIR 
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TPU 

Troop  Program  Unit 

TTE 

Transitional  Training 
and  Evaluation  (Pro- 
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VEAP 

Veterans  Educational 
Assistance  Program 

WOFT 

Warrant  Officer  Flight 
Training 

YATS 

Youth  Attitude  Track- 
ing Study 
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The  way  I 


it 


‘Why  can’t 
ARPERCEN 
and 

USAREC 
get  on  the 
same  sheet 
of  music?’ 


problem. 

Situation:  A prior  service  applicant  comes  in  to  en- 
list USAR,  but  doesn’t  have  his  DD  214.  Pre-screening 
indicates  he  is  “fully”  qualified,  but  no  DD  214. 1 im- 
mediately contact  battalion  operations  to  order  a DD 
214.  In  some  cases,  45  days  later,  I still  don’t  have  the 
DD  214!  In  the  meantime,  my  prior  service  has  moved 
on!  Lost  enlistment! 

Resolution:  We  are  more  computer-oriented  in  the 
Army  than  ever  before.  Why  can’t  ARPERCEN  and 
USAREC  get  on  the  same  sheet  of  music?  We,  as 
recruiters,  should  be  able  to  get  a USAREC-certified 
DD  214  in  one  day.  Maybe  even  set  up  a FAX  situa- 
tion with  battalions. ..why  let  an  enlistment  go  when  we 
have  the  ability  to  save  it! 

I mentioned  this  to  MG  Wheeler  on  a visit  to  my  sta- 
tion last  quarter  and  his  comment  was,  “Put  it  in  writ- 
ing!” Well,  here  it  is.  Sir! 


A recruiter 
asks: 

“Being  a 
USAR 
recruiter  for 
the  last  five 
years,  there 
has  been  a 
problem  I’ve 
encountered 
numerous 
times  with 
prior  service 
applicants. 
Many  times, 
I’ve  even  lost 
enlistments 


The  Chief  of  Staff  responds: 

We  have  made  several  changes  in  the  past  few  years 
to  improve  the  timeliness  of  applicant  processing.  The 
USAREC  Liaison  Team  processes  approximately  1000 
request  for  documents  each  week.  In  the  past,  it  would 
take  as  long  as  3 to  6 months  to  get  a DD  Form  214  or 
discharge  order.  Today,  such  request  normally  take  3 
weeks. 

Under  current  operations,  requests  are  mailed  or 
faxed  to  our  liaison  team  from  the  recruiting  battalion. 
Upon  receipt,  they  are  entered  into  a computer  to  lo- 
cate the  requested  file.  After  locating  the  record,  a writ- 
ten request  is  forwarded  to  the  appropriate  agency.  The 


records  are  then  screened  and  requested  documents  are 
copied.  These  copies  are  returned  to  the  liaison  team 
and  mailed  to  your  recruiting  battalion.  This  is  time- 
consuming.  However,  these  procedures  ensure  that  a 
soldier’s  official  record  is  not  lost  or  altered. 

We  are  always  looking  for  ways  to  improve  the 
process.  Based  on  your  comments,  we  are  requesting 
ARPERCEN  enter  additional  data  such  as  the  character 
of  service  code  on  their  computer  master  file. 

Clearance  could  then  be  given  telephonically.  This 
would  preclude  a time-consuming  search.  As  you  point 
out,  delays  in  processing  can  sometimes  cause  an  ap- 
plicant to  lose  interest  in  joining  the  Army. 

Thanks  for  taking  your  lime  to  give  us  a good  idea. 


A recruiter  comments: 

I feel  very  strongly  about  station  missioning  for  the 
following  reasons. 

a Station  commander  should  know  the  strengths 
and  weaknesses  of  each  of  his/her  recruiters. 

■ It  would  take  a lot  of  pressure  off  recruiters  and 
allow  them  to  just  keep  it  simple  — prospect, 
process,  ship  them. 

es  Right  now  it’s  too  easy  to  point  fingers  at  a 
recruiter  who  doesn’t  make  his  or  her  assigned 
mission.  We  should  focus  on  team  wins,  not  the 
individual. 

a I would  rather  have  my  team  win,  where  every- 
one can  contribute  and  be  a part  of  the  team. 


PAE  responds: 

Your  comments  on  station  missioning  are  timely. 

We  recently  concluded  a 15  month  test  of  station  mis- 
sioning which  started  with  two  battalions  in  the  2nd 
Brigade,  and  was  eventually  extended  to  nine  bat- 
talions commandwide.  Initial  results  for  the  test  were 
mixed  (see  “Mixed  Reviews  for  Station  Missioning,” 
Recruiter  Journal,  Oct,  1990).  On  the  plus  side,  as  your 
comments  suggest,  some  station  commanders  indicated 
a renewed  sense  of  teamwork,  and  achieved  excellent 
results  with  less  pressure  on  the  individual  recruiter. 
However,  we  also  noted  significantly  decreased 
recruiter  prospecting  activity  under  station  missioning, 
as  well  as  a significant  erosion  of  appointment  to  con- 
tract conversion  rates — these  factors  indicate  possible 
long-term  problems,  especially  during  tough  recruiting 
times.  Your  back  to  the  basics  “Prospect,  Process, 

Ship”  approach,  with  emphasis  on  leadership  and  team- 
work at  the  station  level,  seems  sure  to  pay  dividends, 
regardless  of  the  overall  the  missioning  concept. 
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News  Briefs 


Getting  the 
money — Tuition 

Assistance 

■ From  FY  90  there  are  certain 
limitations  on  education  benefits, 
including  Tuition  Assistance  (TA). 
Tuition  Assistance  should  not  be 
thought  of  as  a means  to  obtain  a 
degree  within  the  first  term  of  en- 
listment. The  limitations  of  TA  are 
as  follows: 

Eligible  soldiers  in  under- 
graduate program  may  use  TA  for 
no  more  that  15  semester  hours,  or 
the  quarter-  hour  equivalent, 
during  any  12-month  period. 

Eligible  soldiers  in  the  graduate 
program  may  use  TA  for  no  more 
than  12  semester  hours,  or  the 
quarter-hour  equivalent,  during 
any  12-month  period. 

Tuition  Assistance  is  authorized 
for  up  to  75  percent  of  established 
course  tuition  cost.  The  TA 
amount  will  not  exceed  $80  per 
semester  hour  at  the  undergraduate 
level  or  $165  per  semester  hour  at 
the  graduate  level. 

Tuition  Assistance  is  authorized 
for  credit  and  non-credit  technical/ 
occupational  study  if  it  leads 
toward  the  soldier’s  established 
goal. 

Tuition  Assistance  for  inde- 
pendent study  credit  courses  will 
not  exceed  $1000  per  individual 
within  a 12-month  period.  Pay- 
ment of  TA  for  independent  study 
courses  for  active  duty  soldiers 
will  be  made  by  DANTE8. 

$oldiers  applying  for  TA  must 
have  sufficient  service  duty  time 
remaining  to  complete  courses. 

Tuition  Assistance  will  not  be 
authorized  for  soldiers  under 
suspension  of  favorable  personnel 
action. 

Tuition  Assistance  will  not  be 


authorized  for  study  leading  to  a 
degree  at  the  same  level  or  at  a 
lower  level  than  a degree  already 
obtained. 

Tuition  Assistance  is  not  a way 
to  obtain  a bachelor’s  degree 
within  one  term  of  enlistment  for 
an  active  duty  soldier.  Eligible 
applicants  should  know  the  ad- 
vantages of  the  Montgomery  GI 
Bill  and  Army  College  Fund. 

Refer  any  questions  concerning 
TA  or  any  other  educational 
benefits  to  your  local  Education 
Center  Counselor. 


No  more  Desert 

Shield/Storm 

hotline 

The  Army  hotline  number  es- 
tablished to  provide  general  infor- 
mation about  soldiers  in  Operation 
Desert  Shield/Storm  has  been  dis- 
mantled. Anyone  desiring  informa- 
tion concerning  specific  units  and 
their  redeployment  can  contact  the 
Army  Family  Liaison  Office  at  1- 
800-833-6622. 

According  to  Shawna  Whit- 
worth, Chief,  Army  Family 
Liaison  Office,  they  receive  new 
information  twice  a week  and  ap- 
proximately 2 days  in  advance  of 
redeployment.  $hawna  said,  “You 
tell  people  a certain  unit  is  being 
redeployed  and  you  hear  these 
loud  squeals  of  delight  when  their 
soldier’s  unit  is  on  the  list,  it’s 
wonderful,  but  we  might  have  to 
invest  in  earplugs.” 


Apply  now  for 
federal  scholar- 
ships 

LJ  Applications  will  be  accepted 
until  June  7 for  the  Federal 
Employee  Education  and  Assis- 
tance Fund  college  scholarships 
for  the  1991-1992  school  year. 

This  program  is  in  its  fifth  year 
and  is  open  to  federal  employees 
and  their  family  members.  The 
employee  is  required  to  have  at 
least  3 years  of  federal  service. 
Regional  committees  make  awards 
from  $250  to  $1,500,  on  the  basis 
of  grades,  test  scores,  an  essay,  a 
recommendation,  awards  and  ac- 
tivities. 

The  applicant  must  have  a grade 
point  average  of  at  least  3.0  on  a 
4.0  scale  and  plan  to  enroll  or  be 
enrolled  in  a degree  program  in  an 
accredited  2-  or  4-year  college. 
Federal  employees  can  be  enrolled 
part-time,  but  family  members 
must  be  full-time  students. 

Combined  Federal  Campaign 
donations  and  Blue  Cross/Blue 
Shield  grant  underwrite  the  fund, 
which  also  makes  college  loans  of 
up  to  $20,000. 

For  details  and  scholarship  and 
loan  applications,  send  a self-ad- 
dressed, stamped  envelope  to: 

Federal  Employee  Education 
and  Assistance  Fund,  8441  W. 
Bowles  Ave.,  $uite  200,  Littleton, 
CO  80123. 


May  1991 
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News  Briefs 


Guide  to  CONAP 

ED  The  Concurrent  Admissions 
Program  (CONAP)  is  a joint  pro- 
gram of  the  Army  and  Servicemem- 
bers  Opportunity  Colleges  to  admit 
new  soldiers  into  a college  or 
university  at  the  same  time  that 
they  enlist  in  the  Army  or  Army 
Reserve. 

Although  Army  recruiters  can- 
not recommend  a specific  school, 
they  can  refer  new  soldiers  to  par- 
ticipating colleges  and  universities 
(emphasize  home  area). 

The  agreement  is  in  effect  for  2 
years  following  completion  of  ini- 
tial enlistment  for  active  military 
service  (RA)  or  initial  active  duty 
for  training  (USAR). 

The  goals  of  CONAP  are  to  in- 
crease enlistment  of  capable  men 
and  women  who  are  not  yet  ready 
for  college  and  to  increase  college 
enrollment  of  Army  veterans. 

CONAP  increases  recruiter  ac- 
cess to  secondary  and  postsecon- 
dary schools;  develops  leads 
among  young  men  and  women  in- 
terested in  continuing  their  educa- 
tion; and,  increases  support  from 
parents  and  friends  of  the  lead,  ap- 
plicant or  enlistee. 

Currently  CONAP  has  been 
tested  in  1st  and  2d  Recruiting 
Brigades  and  is  now  being  ex- 
panded nationwide. 

Recruiter  responsibilities: 

1.  Learn  — participate  in 
CONAP  training. 

2.  Promote  — discuss  the 
benefits  of  CONAP  with  high 
school  counselors  and  principals; 
provide  copies  of  the  “High  School 
Counselor’s  Guide  to  CONAP.” 

3.  Sell  — include  CONAP  in 
sales  presentations  to  all  RA  and 
USAR  leads  who  are  interested  in 
education;  distribute  the  CONAP 
RPI. 


4.  Process  — assist  enlistee  with 
the  College  Referral  Form;  for- 
ward form  to  battalion  education 
specialist;  give  enlistee  a copy  of 
the  “Soldiers  Guide  to  CONAP.” 

5.  Track  — follow  the  college 
application  process;  maintain  con- 
tact while  the  new  soldier  is  in  the 
DEP  (some  DEP/DTP  members 
never  fill  out  their  college  applica- 
tion); motivate  soldiers,  they  need 
it! 

Remember,  CONAP  assists  in 
developing  high  quality  leads  and 
enlisting  soldiers  who  want  to  fur- 
ther their  education  and  use  their 
GI  Bill  education  benefits  after 
completing  their  initial  enlistment 
for  active  military  service  (RA)  of 
completion  of  initial  active  duty 
training  (USAR).  CONAP  is  an  ex- 
cellent topic  for  discussion  with 
parents,  high  school  counselors, 
college  points-of-contact,  and  at 
COI  functions. 

For  more  information,  call  your 
battalion  education  specialist  or 
use  the  CONAP  Hotline:  1-800- 
368-5622. 


RC  benefits 
pamphlet  out 

l ! The  Office  of  the  Assistant 
Secretary  of  Defense  for  Reserve 
Affairs  has  prepared  a general  in- 
formation pamphlet  for  Reserve 
Component  members  and  their 
families.  This  24-page  publication 
is  entitled,  “Released  from  Active 
Duty  — What  Now?  — A Guide 
for  Reserve  Component  Members 
and  Their  Families.”  The  pamphlet 
will  be  available  mid-May. 

The  purpose  of  this  pamphlet  is 
to  make  Reserve  Component  mem- 
bers aware  of  important  entitle- 
ments and  benefits  for  which  they 
may  qualify.  It  also  explains  what 


services  are  available  and  how  to 
get  help  if  needed.  Members  may 
obtain  this  pamphlet  from 
demobilization  stations  and  at  the 
Family  Support  Coordinators  at 
the  following  agencies:  Continen- 
tal United  States  Army  Head- 
quarters (CONUS  A),  Major 
United  States  Army  Headquarters 
(MUSARC),  and  State  Area  Com- 
mands (STARCs).  Members 
should  contact  their  unit  com- 
mander or  one  of  these  agencies 
for  a copy.  If  members  and  their 
families  need  more  specific  infor- 
mation about  their  personal  situa- 
tions they  should  consult  their 
benefits  counselor  or  other  ap- 
propriate authorities  for  assistance. 


VHA  survey 
coming 

□ There  will  be  a direct  mailing 
of  Variable  Housing  Allowance 
surveys  to  recruiting  battalions 
beginning  in  mid-June  1991.  This 
will  be  a 100-percent  survey  of  all 
personnel  who  are  receiving  VHA 

All  survey  recipients  must  com- 
plete the  survey  accurately  and 
return  it  by  the  required  suspense 
date. 

Data  from  the  1991  survey  will 
be  used  to  compute  the  CONUS 
VHA  rates  that  will  be  effective  1 
Jan  92.  Participation  by  all  survey 
recipients  is  necessary  to  ensure 
the  rates  are  computed  as  accurate- 
ly as  possible. 
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Pro  Talk 


Self-esteem  = mental  fitness 


Building  self-esteem 


Self-esteem  is  the  most  important  ingredient,  the 
most  important  core  energy  force,  that  determines  your 
personality.  All  top  performers  have  a self-esteem  build- 
ing formula  or  program  that  they  follow  faithfully.  You 
too  must  have  a program  that  you  can  use  to  develop 
your  self-esteem  if  you  are  to  feel  good  about  yourself 
and  perform  at  your  very  best. 

The  consistency  and  level  of  your  physical  training 
determines  your  level  of  physical  fitness.  And  equally 
important,  your  self-esteem,  or  how  much  you  like 
yourself,  determines  your  level  of 
mental  fitness.  It  determines  your 
level  of  self-confidence,  cheerful- 
ness, happiness,  health,  vitality,  and 
so  on.  We  live  in  a world  where  the 
whole  world  is  trying  to  knock  our 
self-esteem  down.  Everything  that 
happens  to  cause  us  to  feel  rejected, 
or  that  causes  us  to  feel  that  we’re 
not  making  the  kind  of  progress  that 
we  want  to  make,  causes  our  self-es- 
teem to  go  down.  So  it  is  up  to  you 
to  continually  build  it  up  if  you  want 
to  feel  the  very  best  about  yourself 
in  the  field  of  sales.  Each  of  us  has  a 
responsibility  to  keep  mentally  fit. 

To  effectively  build  your  self-es- 
teem you  must  first  realize  that  ac- 
tion precedes  feeling.  And  feelings 
likewise  generate  actions.  If  you  feel 
it,  you  will  respond  with  action.  And 
if  you  act  it,  you  will  generate  the  feeling  that  cor- 
responds with  the  action.  You  can  actually  act  your 
way  into  feeling.  You  cannot  pretend  to  have  an  emo- 
tion for  any  length  of  time  (over  five  or  ten  minutes) 
without  actually  generating  the  real  emotion.  This  is 
also  called  pretending  or  assuming  the  role.  So  the  first 
step  you  can  take  to  build  your  self-esteem  is  to  act 
positive  all  the  time.  Feel  positive  all  the  time.  If  you’re 


not  feeling  particularly  good,  act  as  if  your  were. 
Pretend  the  role.  Stand  erect.  Smile.  Change  your 
physiological  state,  and  it’s  almost  impossible  to  feel 
bad.  Doing  this  will  put  you  in  a positive  cycle  and 
keep  you  there. 

To  help  keep  you  in  this  positive  cycle,  establish 
your  personal  “victory  list.”  This  is  a list  of  the  positive 
things  that  happen  to  you.  Write  down  every  single 
thing  you  get  that  is  positive.  Make  this  into  your  own 
personal  book  of  wins.  If  negative  thoughts  begin  to  in- 
fluence you,  all  you  have  to 
do  is  go  back  to  the  victory 
list  to  be  reminded  of  all  the 
positive  things  that  have  hap- 
pened. Count  the  good  things 
that  have  happened.  Count  the 
number  of  appointments  you 
got.  Remember  and  count  all 
of  your  contracts.  A victory 
list  is  a tremendous  tool  to 
keep  your  self-esteem  up.  It 
will  allow  you  to  rejuvenate 
your  positive  feelings,  putting 
you  back  into  the  positive 
cycle  with  positive  actions. 

You  must  set  clear  goals. 
When  you  have  goals  to  work 
toward,  every  single  step  you 
take  that  moves  you  closer  to 
your  goals  causes  you  to  feel 
more  like  a winner.  Every 
time  you  feel  like  a winner  your  self-esteem  goes  up.  If 
you  don’t  have  clear  specific  goals,  no  matter  how 
much  you  accomplish,  you  never  get  that  winning  feel- 
ing. That’s  why  your  goals  have  to  be  defined  by  what 
you  want  to  accomplish  and  the  steps  you  are  going  to 
have  to  take  to  accomplish  it.  Every  time  you  achieve  a 
goal,  you  mark  off  one  of  the  steps.  Every  time  you 
mark  off  one  of  the  steps,  add  it  to  your  victory  list. 


‘The  way  to  acquire 
enthusiasm  is  to 
believe  in  what  you  are 
doing  and  in  yourself 
and  to  want  to  get 
something  definite 
accomplished. 
Enthusiasm  will  follow 
as  night  the  day.’ 

Dale  Carnegie 
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Your  need  to  have  two  types  of  goals:  professional 
goals  and  personal  goals.  Your  professional  goals,  your 
goals  in  achieving  your  mission,  are  the  “what”  it  is 
you  want  to  do.  Your  personal  goals  are  the  “why”  it  is 
you  want  to  do  it. 

Next  you  must  accept  100  percent  responsibility. 
Repeat  the  affirmation,  “I  am  responsible!”  Say  to  your- 
self, “If  it’s  to  be,  it’s  up  to  me!”  That  means  no  ex- 
cuses and  no  blaming.  If  you  don’t  like  the  way  things 
are  going,  it’s  up  to  you  to  change  it.  If  you  can’t 

change  it,  then  it’s  up  to 
you  to  accept  it.  Accept 
full  responsibility  for 
everything  you  do  and 
everything  that  you  are. 
Don’t  put  the  respon- 
sibility elsewhere.  Treat 
all  of  your  prospects  as 
though  you  were  the  president  of  your  own  personal 
services  corporation  and  responsible  for  everything  that 
happened  in  that  corporation.  Realize  that  if  it’s  to  hap- 
pen, you  are  responsible. 

You  must  be  committed  to  excellence.  One  of  the 
most  powerful  ways  to  drive  this  into  your  subcon- 
scious mind  and  to  boost  your  self-esteem  is  to  say,  “I 
am  responsible”  whenever  you  feel  like  blaming  some- 
body else.  Without  this  commitment  you  will  always  be 
mediocre.  Unless  you  love  your  work  and  want  to  be 
the  best,  you  will  never  be  better  than  average.  When 
you  make  the  commitment  to  excellence  you  will  at- 
tract a series  of  opportunities  that  will  allow  you  to  be 
the  best.  Repeating  these  positive  affirmations  will 
allow  you  to  be  the  best,  reinforcing  and  raising  your 
self-concept  and  keeping  your  self-esteem  high. 

Next  you  should  do  mental  rehearsal.  All  top  profes- 
sionals do  mental  rehearsal.  Menial  rehearsal  is  just  the 
process  of  visualizing  the  outcomes  you  desire.  Create 
mental  pictures  in  your  mind  of  exactly  what  it  is  you 
want  to  accomplish.  One  of  the  best  times  to  do  this  is 
just  before  you  go  to  sleep  at  night.  Feed  into  your 
mind  a clear  mental  picture  of  you  performing  at 
your  very  best.  See  yourself  as  strong,  positive,  relaxed, 
confident,  and  in  complete  control  of  the  sales  situa- 
tion. Visualize  your  prospects  responding  in  a positive 
and  optimistic  manner.  The  more  positive  the  mental 
pictures  that  go  into  your  mind,  the  more  positive 
you’re  going  to  feel  about  yourself.  Mental  rehearsal  is 
a key  characteristic  of  all  top  performers  in  sales. 

You  must  believe  in  yourself.  You  must  believe  in 
your  capability  to  succeed.  According  to  Brian  Tracy 


and  the  Institute  for  Executive  Development,  studies  of 
thousands  of  top  sales  professionals  have  shown  that  all 
of  them  have  a very  strong  belief  in  themselves  and  in 
their  ability  to  succeed.  They  also  believe  in  their 
products  and  services,  and  they  believe  in  their  com- 
panies. You  must  believe  in  yourself.  Believe  in  your 
capability  to  succeed.  Have  faith  in  yourself.  Believe  in 
the  benefits  of  an  enlistment  for  your  prospects.  Your 
self-esteem  goes  up  allowing  you  unlimited  success. 

Integrity  and  honesty  lie  at  the  root  of  sales  success. 
Never  expect  to  be  successful  without  paying  the  price 
in  advance.  There  are  no  ‘get  rich  quick’  shortcuts  for 
top  professional  salespeople.  People  will  only  buy  from 
you  if  they  feel  you  are  treating  them  honestly,  so  keep 
your  integrity.  Stand  behind  what  you  say.  Don’t  down- 
grade your  competition.  Never  expect  rewards  without 
working.  The  essence  of  integrity  and  honesty  is  to 
never  look  for  the  short  cut.  Do  the  job  the  right  way. 

To  maintain  a high  level  of  self-esteem  you  must 
have  confident  expectations.  Look  for  the  good,  expect 
the  best  in  every  situation.  If  your  interview  doesn’t  get 
the  contract,  look  for  the  lesson  learned.  Analyze  why 
the  sale  wasn’t  made  and  use  it  as  a learning  tool  for  fu- 
ture interviews.  Always  expect  the  best,  remember  the 
successes,  and  learn  from  your  missed  sales.  To  prac- 
tice looking  for  the  good,  recall  one  of  your  more  dif- 
ficult situations.  Then  tell  yourself  how  you  could  have 
turned  your  attitude  around  in  this  situation. 

Finally,  practice  the  Law  of  Increasing  Returns, 
which  says  that  the  more  you  express  gratitude  for  what 
you  have,  the  more  you  will  have  to  express  gratitude 
for.  Develop  an  attitude  of  gratitude.  Always  look  for 
something  to  say  thank  you  for  in  every  situation. 


Training  Tips 

m Recognize  people  are  OK  and  unique  just 
the  way  they  are. 

■ Don’t  compare  yourself  to  others. 

■ Recognize  mistakes  as  stepping  stones 
to  achievement  and  improvement. 

■ Praise  pays  — even  when  things  aren’t 
going  well. 

■ Encouragement  lasts  a lifetime. 

■ Don’t  tell  your  problems  to  people  unless 
they  are  the  solution. 

■ Don’t  brag,  but  don’t  belittle  yourself. 


If  it’s  to  be, 
it’s  up  to  me/ 
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Pam  Barlow  Smilh  is  fulfilling 
a goal  she  set  when  she  was  4 
years  old.  That  was  when  she  told 
Cowboy  John,  the  host  of  a local 
children’s  television  show  in 
Texas,  she  was  going  to  be  a nurse. 

Today,  32  years  later.  Smith  is 
being  rewarded  for  her  com- 
mitment as  the  first 
recipient  of  the  National 
Army  Nurse  Corps  (ANC) 

Spirit  of  Nursing  Award. 

Launched  in  September 
1990,  the  ANC  Spirit  of 
Nursing  Award  Program 
recognizes  excellence 
among  the  nation’s  top  nurs- 
ing students.  It  is  sponsored 
by  the  ANC,  in  cooperation 
with  the  National  Student 
Nurses’  Association 
(NSNA). 

A senior  in  the  associate 
degree  nursing  program  at 
Lamar  University, 

Beaumont,  Texas,  Smith 
received  the  1991  National  ANC 
Spirit  of  Nursing  Award  on  April 
18.  The  award  was  presented  to  her 
by  BG  Clara  L.  Adams-Ender, 
chief  of  the  ANC,  and  COL  Susan 
B.  Christoph,  director  of  HQ 
USAREC’s  Medical  Directorate,  in 
a special  ceremony  during  the 
NSNA’s  annual  convention  ban- 
quet in  San  Antonio,  Texas. 

Smith,  a resident  of  Humble, 
Texas,  was  chosen  as  the  national 
recipient  from  among  more  than 
200  candidates.  In  recognition  of 


her  achievements,  Lamar  Univer- 
sity will  also  receive  an  engraved 
ANC  Spirit  of  Nursing  Award  pla- 
que in  a local  ceremony. 

“The  ANC  Spirit  of  Nursing 
Award  Program  is  meant  to  recog- 
nize academic  achievement  and 


professional  commitment  and  to 
stress  the  importance  of  quality 
care,”  explained  COL  Christoph. 
“We  want  exceptional  students  like 
Pam  to  know  how  much  we  ap- 
preciate them  and  how  important 
they  are  to  the  future  of  this  nation 
and  the  nursing  profession.” 
According  to  Smith,  participat- 
ing in  the  program  and  receiving 
the  national  award  have  en- 
couraged her  professionally.  “It’s 
been  very  inspiring.  I’m  thrilled  to 
be  honored  for  something  I love.” 


“I  think  the  drive  to  become  a 
nurse  is  something  you’re  born 
with  — something  I was  born 
with,”  added  Smith,  who  worked 
as  a dental  hygienist  for  18  years 
before  enrolling  at  Lamar  in  1989. 

Outside  the  classroom,  Smith 
is  involved  in  several  nursing  ac- 
tivities and  committees,  including 
the  NSNA,  the  Texas  Student 
Nursing  Association  and  the 
Texas  Breakthrough  to  Nursing 
Committee.  She  is  also  president  of 
her  nursing  class. 

The  criteria  for  selection  of  the 
National  ANC  Spirit  of  Nursing 
Award  recipient  include:  involve- 
ment in  community  ac- 
tivities, membership  in 
professional  organiza- 
tions, leadership  ex- 
perience and  academic 
achievement.  Each  entry 
for  the  national  award 
also  contains  a statement 
from  the  school’s  dean  or 
director  and  a brief  essay 
by  the  student  on  the 
spirit  of  nursing.  A five- 
member  national  selec- 
tion committee  of  NSNA 
and  ANC  representatives 
chooses  the  national 
recipient. 

In  addition  to  one  na- 
tional award  recipient, 
students  from  242  nursing  schools 
in  47  states  and  the  District  of 
Columbia  will  receive  ANC  Spirit 
of  Nursing  Award  certificates  this 
year.  All  award  certificates  will  be 
presented  by  Army  nurse  recruiters 
in  local  ceremonies.  One  student 
from  each  participating  school  was 
selected  to  receive  the  ANC  Spirit 
of  Nursing  Award  through  a 
process  determined  by  the  school’s 
dean  or  director. 

Melanie  Moore,  USAREC  A&PA 


From  left  to  right:  COL  Susan  Christoph,  Pam  Barlow 
Smith  and  BG  Clara  Adams-Ender. 
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“ Do  more  with  less.”  “Work  smarter,  not 
harder”  How  many  times  have  you  heard  these 
phrases?  Do  you  know  why  you  may  be  hearing  them 
more  often  these  days?  Add  two  more  words  into  the 
equation  and  you’ll  have  your  answer — build  down. 

The  phrase  “build  down”  came  from  the  concept  of 
building  to  maximize  production  while  downsizing  to 
minimize  costs.  With  the  Department  of  Defense  budget 
cuts,  virtually  every  element  of  the  armed  forces  is  in- 
volved. 

Within  the  Army,  USAREC  has  already  been  most 
obviously  affected  by  the  closing  of  its  headquarters 
location  at  Fort  S heridan , requiring  a relocation  by  the  end 


of  FY  93  to  Fort  Knox,  Ky.  But  the  build  down  goes  far 
beyond  relocating  USAREC’s  headquarters,  involving 
every  element  of  USAREC  from  headquarters  down  to 
recruiters  at  the  station  level. 

To  ensure  continued  mission  success,  USAREC  began 
a planned  strategy  to  minimize  the  disruptive  effects  that 
cutting  back  could  cause.  Subject  matter  experts  from 
each  directorate  formed  a build  down  committee  that 
would  address  operational  and  policy  issues  from  all  over 
the  command.  Their  objectives  were  to  realign  USAREC 
for: 

■ Success  — 

■ Mission  — quality  and  quantity 

■ Quality  of  Life  — increase  for  both  USAREC 
military  and  civilian  personnel. 

■ Efficiency  — 

■ In  people  costs  (fewer  in  USAREC,  more  in 
the  force) 

■ In  operating  dollars  (with  budget  constraints, 
make  wise  use  of  resources) 

■ Future  — 

■ The  17-10-21 -year-old  market  is  shrinking 

■ Predicted  demographic  shifts  in  the  ’90s  from 
the  “rustbelt”  to  the  “sunbelt” 

The  prime  directive  for  the  build  down  task  force  was 
to  make  USAREC  more  resilient,  capable  of  adapting  to 
the  ever-changing  demographic  and  market  forces. 
During  phase  I of  the  build  down,  the  first  logical  step  was 
to  return  the  more  than  800  overstrength  recruiters  back 
to  the  field  force,  an  action  which  was  completed  in 
September  1990. 

The  next  step  was  to  reduce  the  overall  number  of 
recruiting  stations  in  an  orderly  manner. 

Reduction  considerations  included: 

■ Maintaining  an  Army  presence  in  as  many  com- 
munities as  possible. 

■ Eliminating  the  least  cost-effective  stations  and 

all  substations  with  a lease  cost. 
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■ Preserving  the  flexibility  to  react  to  changes  in  the 
recruiting  mission  and/or  the  recruiting  environ- 
ment. 

■ Preparing  for  changes  in  the  17-to-21 -year-old 
demographic  environment. 

■ Improving  the  quality  of  life  for  the  recruiting 
force. 

The  elements  that  were  evaluated  as  criteria  for  station 
closure  included: 

■ Three  years  of  past  production 

■ Facility  lease  cost 

■ High  cost  of  living  areas  (quality  of  life  issue) 

■ Number  of  on-production  RA  and  USAR 
recruiters 


There  were  102  substations  with  a combined  annual 
lease  costs  of  $413,925,  which  were  then  scheduled  for 
closure.  Additionally,  the  top  155  least  cost-efficient 
recruiting  stations  were  identified.  These  155  stations 
represented  $1,972,039  in  rent,  $2.08  million  in  OMA 
costs,  with  a reduction  of  approximately  400  RA 
recruiters. 

Various  calculated  values  were  also  ciphered  in  as 
decision  variables  for  station  closure  recommendations. 
Some  of  these  factors  include: 

■ GS A write  rate 

■ Volume  write  rate 

■ Cost  per  GSA  contract 

■ OMA  support  cost 

■ MPA  support  cost 

■ Political  consdierations 

■ Distance  to  next  nearest  recruiting  station 

Phase  II  of  the  build  down  required  a look  at  the  way 
USAREC  does  business.  Determining  the  required  num- 
ber of  on-production  RA  recruiters  meant  USAREC  had 


to  evaluate  the  mission,  based  on  the  assumption  that  FY 
91  mission  numbers  are  reasonable  oulyear  predictions 
and  that  the  1994  market  projections  are  valid.  All  figures 
were  based  on  an  assumed  1994  mission. 

To  realign  the  force  meant  that  market  penetration  had 
to  be  evaluated,  as  well  as  evaluating  station  cost  effec- 
tiveness to  close  facilities.  Both  company  and  battalion 
boundaries  then  had  to  be  redrawn  to  realign  the  structure. 
To  answer  the  question,  “Where  do  we  reposition  the 
force,”  USAREC  had  to  determine  the  historical  penetra- 
tion by  county,  extrapolate  that  information  to  the  1994 
mission,  and  spread  the  recruiting  force  to  the  1994 
market.  The  results  of  this  evaluation  showed  large 
decreases  in  the  need  for  recruiters  in  the  northeast  and 
midwest,  a small  decrease  in  the 
west,  a large  increase  in  the  need  for 
recruiters  in  the  southeast,  and  a 
small  increase  in  the  southwest. 

So  we’re  back  to  “which  station 
should  we  close?”  In  order  to 
eliminate  stations  to  achieve  the 
desired  recruiter  strength  and/or 
resource  level,  the  decision  was 
made  to: 

■ Close  all  substations  with  a 
lease  cost. 

■ Identify  high  cost/low 
production  stations,  especial- 
ly in  high  cost-of-living 
areas,  which  remains  a 
quality  of  life  issue. 

■ Rank  order  the  stations, 
based  on  lease  cost  per  GSA 
contract. 

■ Incorporate  brigade  input  in 
final  decisions. 

Sounds  like  a lot  of  math  games,  but  the  net  result  is 
very  real  to  USAREC.  At  the  end  of  phase  II  with  a 
reorganized  structure,  USAREC  will  have  47  recruiting 
battalions  (instead  of  55),  155  stations  will  close  and  there 
will  be  an  average  recruiting  strength  per  BLT  of  102 
recruiters  (instead  of  94).  The  number  of  company  leader- 
ship teams  per  recruiting  battalion  will  average  between 
four  and  seven,  while  CLTs  currently  number  two  to 
seven  per  battalion. 

The  first  part  of  the  phase  II  build  down  saw  the  closure 
of  Boston,  New  Haven  and  Honolulu  Battalions  at  the  end 
of  RSM  March  1991,  with  the  scheduled  closure  of  Char- 
lotte, Louisville,  San  Juan,  Omaha,  Peoria  and  Little  Rock 
Battalions  at  the  end  of  RSM  June  1991.  The  new  Tampa 
Battalion  is  scheduled  to  open  1 July  1991. 

It  is  estimated  that  the  first  year  net  savings  will  be 
almost  $4  million.  The  recurring  savings  is  projected  to 
be  almost  $24  million. 

Kathleen  Welker 


Rolling  up  the  New  Haven  Bn  colors  are:  (left)  1st  Brigade  commander 
COL  Paczkowski,  (center)  battalion  commander  MAJ  Mattheis  and  SGM 
Paul  Thomas  (right).  (Battalion  photo) 
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A recruiter 
has  to  care 
about  pimple 


People  issues  are  a recurring  concern  for 
USAREC’s  Deputy  Commanding  General  (West),  BG 
Terence  M.  Henry.  Henry,  whose  best  memories  of  the 
Army  involve  troop  assignments,  came  to  USAREC 
from  a background  in  combat  arms.  He  has  developed 
a sincere  appreciation  for  the  very  difficult  job 
recruiters  must  perform. 

Recruiting 

“Recruiting  is  a people  business  run  by  NCOs.  Yes, 
we  need  the  officers  to  command  and  fill  some  key  bil- 
lets, but  the  recruiting  process  revolves  around  NCOs. 
I’ve  developed  some  thoughts  about  recruiters  and  our 
command  over  the  last  18  months. 

“First,  I believe  we’re  blessed  with  a tremendous 
bunch  of  professionals.  They  come  to  USAREC  from 
the  field,  after  a number  of  years  in  whatever  their 
MOS  was,  and  they’ve  learned  how  the  Army  works 
and  have  gotten  used  to  a structured  Army  life.  This  is 
what  we  need  them  for  — to  speak  with  expertise 
about  the  Army  life.  But  then  we  take  these  same  sol- 
diers, the  ones  who  are  now  comfortable  with  the  Army 
system  — the  post  hospital  and  commissary,  the 
regular  chain  of  command,  a PT  regimen  and  so  on  — 
and  we  stick  them  out  there  in  the  middle  of  the  USA 
with  very  few  Army  resources,  take  away  all  of  their 
learned  behaviors  in  regards  to  the  Army,  and  tell  them 
to  do  an  outstanding  job  for  USAREC  and  the  Army. 
It’s  got  to  be  hard  for  them  at  first,  and  it  takes  dedica- 
tion and  tenacity  to  make  the  transition.  The  key  is  for 
the  recruiter  to  remember  he  or  she  is  a soldier  operat- 
ing in  a civilian  environment.  In  most  cases  the 
recruiter  is  the  Army  in  the  community. 

“Recruiters  must  love  the  Army  and  have  a deep 
abiding  faith  in  it.  It  is  important  because  they  must 
want  to  sell  the  intangible,  that  is,  service  to  country. 
They’ve  got  to  have  it  in  their  hearts.  Today  young  men 


and  women  considering  the  Army  are  bright  and  will 
perceive  the  recruiter’s  dedication  and  sincerity.  A 
recruiter  proud  to  wear  the  uniform  makes  the 
prospect’s  decision  much  easier.  Recruiters  become 
role  models  and  prospects  will  want  to  be  part  of  the  or- 
ganization SGT  X is  so  proud  of.  Conversely  any  NCO 
who  is  in  the  recruiting  business  because  of  the  percep- 
tion of  easier  promotions,  or  extra  pay  or  the  chance  to 
live  in  hometown  USA  is  kidding  him  or  herself.  They 
are  hucksters  who  don’t  serve  the  Army,  themselves  or 
their  prospects  well. 

“A  recruiter  has  to  care  about  people.  He  or  she 
must  key  on  the  human  dimensions  of  the  mission.  I 
remember  sitting  having  lunch  with  some  recruiters  in 
a large  city.  I asked  them  their  biggest  frustration  in  the 
recruiting  business,  expecting  to  hear  the  usual 
‘mission  is  too  high,  too  much  paperwork,  not  enough 
time  off,  et  cetera.’  One  successful  young  sergeant 
looked  me  square  in  the  eye  and  asked,  ”Do  you  really 
want  to  know?"  I told  him  to  give  me  his  best  shot, 
whereupon  he  pointed  towards  the  tougher  part  of  the 
inner  city  and  said,  ‘There  are  a lot  of  great  kids  in 
there  whose  only  way  out  is  to  join  the  Army.  If  they 
don’t  they’ll  wind  up  on  drugs,  dropping  out  or  just 
won’t  amount  to  anything.  My  frustration  is  I can’t  get 
them  to  qualify.’  There  was  a soldier/recruiter  whose 
heart  was  in  the  right  place.  Our  folks  have  to  remem- 
ber in  their  rush  to  roll  numbers  that  we  are  dealing 
with  people. 

“A  recruiter’s  job  is  not  glamorous  and  is  oftentimes 
thankless.  I don’t  envy  them  the  job  they  have  to  do  in 
a very  tough  and  competitive  market.  They  must  work 
damned  hard  and  learn  to  live  with  rejection.  Remem- 
ber now,  a recruiter  sells  a little  bit  of  himself  out  there, 
so  the  rejection  can  become  personal  if  allowed  to. 
Negativity  and  rejection  are  built  into  the  recruiter’s 
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job.  Consider  the  production  management  system  — 
say  a recruiter  has  to  put  15  balls  into  the  top  of  the 
PMS  funnel  to  get  one  to  pop  out  at  the  bottom  and 
contract.  Great,  the  recruiter  got  the  contract,  but  that 
same  recruiter  got  at  least  14  no’s  before  getting  a final 
yes.  So  that  no-to-yes  ratio  is  at  least  14: 1 — that’s  a 
lot  of  rejection  for  every  contract.  And  fear  of  rejection 
is  one  thing  every  recruiter  has  to  face  and  overcome. 

Quality  of  Life 

“Quality  of  life  is  important  to  the  Recruiting  Com- 
mand. Because  of  our  tremendous  geographic  disper- 
sion and  the  budget  crunch,  we  don’t  do  well 
resourcing  programs  to  enhance  QOL  for  recruiters  and 
family  members.  Things  probably  won’t  get  a lot  bet- 
ter. Unfortunately  some  associate  QOL  with  time  off  — 
that’s  not  it.  Time  off  can  add  to  QOL,  but  it  takes 
brigade,  battalion,  company  and  station  commanders  to 
do  the  smart  things  in  looking  after  the  total  needs  of 
our  recruiters  and  their  family  members.  I think  there  is 
a genuine  attempt  at  all  levels  to  support  QOL  but  we 
still  have  a long  way  to  go. 

“I  talk  to  wives  from  time  to  time  and  it  seems  to 
me  that  the  spouses  of  successful  recruiters  generally 
think  recruiting  life  is  fine,  while  spouses  of  recruiters 
in  trouble  or  who  aren’t  doing  so  well  are  much  less 
positive  about  it.  One  wife  told  me  she  and  her  hus- 
band had  come  to  recruiting  from  a troop  unit  in  Ger- 
many, and  as  a recruiter  his  hours  were  long.  He  often 
worked  weekends,  missed  meals  and  wasn’t  there  for 
the  kid’s  piano  recitals  and  basketball  games.  She  went 
on  further  to  tell  me,  as  an  infantry  soldier,  he  also 
missed  meals,  piano  recitals  and  basketball  games,  but 
at  least  in  recruiting  he  was  home  every  night. 

Build  Down 

“A  lot  of  things  didn’t  go  right  in  the  first  part  of  the 
build  down,  but  we’ve  learned  from  that,  and  I think 
we’ve  fixed  most  of  the  serious  problems. 

“We  learned  most  of  the  personnel  disruptions  and 
admin  problems  were  precluded  where  commanders  in- 
cluded leaders  at  all  levels  down  to  the  recruiting  sta- 
tion. We  must  have  good  communications  up  and  down 
the  line,  because  every  station  and  every  company  and 
every  battalion  are  not  the  same. 

“Sometimes  our  smart  guys  who  draw  lines  on  maps 
do  not  always  take  into  account  many  local  factors. 

For  example,  there  might  be  a high  school  one  recruiter 
has  worked  with  for  3 or  4 years  — in  effect,  he  owns 
the  school.  When  the  zone  is  redrawn,  his  school  might 
belong  to  another  station,  another  company,  another 
recruiter,  and  all  those  years  of  built-up  good  will  may 
be  lost. 

“Therefore  we  have  to  work  a little  harder  on  spot 
zone  analyses.  If  we  give  ourselves  enough  time  and 


have  already  identified  (by  means  of  our  excellent  pre- 
build down  communications)  certain  anomalies,  we 
can  find  those  newly  redesigned  zones  that  aren’t  work- 
ing and  we  can  rework  them. 

“In  build  down,  we’ve  got  to  give  people  enough 
time  for  realistic  planning,  not  only  for  professional 
reasons,  but  for  personal  reasons  too.  This  business,  by 
its  nature,  takes  its  toll  on  recruiters  and  families,  and  if 
we  say  our  primary  concern  is  for  our  people,  then 
we’d  better  make  sure  we  do  smart  things  all  the  way 
up  and  down  the  chain.  We  cannot  afford  to  be  pater- 
nalistic about  people’s  lives  and  livelihoods  here;  we 
can’t  just  impose  this  action  on  them  out  there  in  the 
field  as  something  that  comes  to  them  from  on  high. 
We’re  only  shooting  ourselves  in  the  foot  if  we  don’t 
take  care  of  our  own.  Again,  the  key  is  total  involve- 
ment at  all  levels. 

“Sometimes 
the  philosophy  of 
‘selective 
neglect,’  applies. 

There  are  only  so 
many  hours  in  a 
day,  only  so  much 
a person  can  ac- 
complish in  any 
given  circumstan- 
ces. In  essence, 
everyone  in  the  command  juggles  many  priorities. 
These  priorities  are  like  balls  — some  are  glass  and 
some  are  rubber,  some  break,  some  bounce.  Our  force 
has  shown  its  ability  to  juggle  a lot  of  them,  as  we  saw 
during  the  Gulf  crisis.  Now  this  build  down  is  a mas- 
sive thing,  with  so  many  areas  involved.  The  logistics 
of  it  are  staggering.  Some  things  may  just  have  to  give 
and  that’s  where  selective  neglect  comes  in.  When 
each  person  involved  in  the  build  down  gets  all  the 
balls  in  the  air,  he  or  she  has  to  be  sure  not  to  drop  one 
of  the  glass  ones  like  production  or  taking  care  of  sol- 
diers. If  selective  neglect  takes  place  only  the  rubber 
balls  will  get  dropped.  The  Recruiting  Command  can- 
not afford  to  let  production  go  in  the  middle  of  the  fis- 
cal year,  but  we  must  also  continue  to  give  our  people 
issues  top  priority. 

“Recruiting  is  a tremendously  challenging  and 
rewarding  venture.  After  all,  the  victorious  soldiers 
being  welcomed  home  from  the  Persian  Gulf  are  the 
young  men  and  women  we  recruited.  Watching  TV  the 
other  day  I saw  a Dean  Witter  commercial  whose 
theme  could  well  apply  to  our  recruiters,  if  I may 
paraphrase:  ‘We  measure  our  success  one  soldier  at  a 
time.’” 

Editor's  note:  BG  Henry  will  retire  in  June 

after  29  years  of  active  duty  service. 
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The  Test 


1 . An  applicant  with  a minimum  of semester  hours  or 

quarter  hours  of  graded  college-level  credits  will  be 

considered  a Hi-Grad. 

a.  15;  22 

b.  30;  45 

c.  45;  60 

d.  60;  90 

2.  Sources  for  information  on  Hi-Grads  can  include  the  follow- 
ing individuals  and  organizations: 

a.  Director,  Student  Affairs. 

b.  Director  of  Student  Housing. 

c.  Veterans  Administration  representatives. 

d.  All  of  the  above. 

3.  The  function  of  the  Army  Nurse  Recruiter  Sales  Book  is  to 

and the  sales  presentation  for  the  Army 

nurse  recruiter. 

a.  structure;  facilitate 

b.  support;  structure 

c.  support;  reinforce 

d.  structure;  reinforce 

4.  Verification  of  current  licensure  must  be  maintained  on  all 
personnel  authorized  to  practice  nursing  in  Army  medical  treat- 
ment facilities. 

a.  True. 

b.  False. 

5.  The  acronym  MET  applies  to: 

a.  Mental  Evaluation  Testing. 

b.  Mobile  Examining  Team. 

c.  Both  a and  b. 

d.  Neither  a nor  b. 

6.  Individual  Ready  Reserve  lists  are  to  be  transferred  to 

and  utilized  as  a source  from  which  to  recruit  prior 

service  personnel. 

a.  the  IRR  LRL 

b.  the  general  LRL 

c.  the  appropriate  school  LRL 

d.  the  general  IRR  LRL 

7.  will  maintain  close  contact  with  members  of 

the  TPU  by  attending  USAR  unit  meetings,  developing  COI 
among  unit  members,  and  aggressively  seeking  referrals. 

a.  USAR  recruiters 

b.  USAR  and  RA  recruiters 

c.  Station  commanders 

d.  Station  commanders  and  recruiters 

8.  The is  designed  to  provide  recruiters  with 

qualified  leads  by  bringing  outstanding  USAR  members  on  ac- 
tive duty  for  training  for  limited  periods  of  time. 

a.  Active  Duty  Special  Work  Program  (ADSW) 

b.  Man  Day  Space  Program  (MDS) 

c.  Hometown  Recruiter  Assistance  Program  (HRAP) 

d.  USAR  Hometown  Recruiter  Assistance  Program 


9.  Which  program  is  designed  to  provide  ANC  recruiters  with 
RA  and  USAR  ANC  officers  to  assist  in  lead  generation  ac- 
tivities? 

a.  Active  Duty  Special  Work  Program. 

b.  Man  Day  Space  Program. 

c.  Hometown  Recruiter  Assistance  Program. 

d.  ANC  Recruiting  Assistance  Program. 

10.  Entitlements  for  IRR  members  include  which  of  the  follow- 
ing? 

a.  Space  available  travel. 

b.  Correspondence  course  training. 

c.  Neither  a nor  b. 

d.  Both  a and  b. 

11.  Once  a USAREC  Form  988  (Center  of  Influence  - Very  Im- 
portant Person)  is  initiated  it  will  be  turned  over  to  the  RS  com- 
mander during  the  next  DPR.  What  does  the  RS  commander  do 
with  it? 

a.  Files  it  in  the  RS  files,  Div  VII  (COI  and  VIP). 

b.  Annotates  it  and  returns  it  to  the  recruiter. 

c.  Files  it  in  the  RS  files,  Div  VI. 

d.  Adds  the  name  to  USAREC  Form  988A. 

12.  When  completing  a waiver  of  a disqualification  for  enlist- 
ment, the  DD  Form  370  is  valid  for . 

a.  1 year. 

b.  6 months. 

c.  90  days. 

d.  270  days. 

13.  DD  Form  370  obtained  by  other  armed  services  recruiters 
or  ARNG  recruiters  may  be  used  for  RA  or  USAR  waiver  applica- 
tions. 

a.  True. 

b.  False. 

14.  Walk-ins  and  call-ins  known  to  have  been  referred  by  a 

specific  individual  as  a result  of  the  recruiter’s  work  in  his  or 
her  assigned  zone properly  identified  as  a refer- 

ral. 

a.  may  be 

b.  may  not  be 

c.  may  be  with  battalion  commander  approval 

d.  may  be  with  battalion  operations  officer  approval 

15.  The  RS  commander  will  review  the  enlisted  file 
to  determine  those  individuals  who  are  approach- 
ing expiration  term  of  service  (ETS)  and  may  be  eligible  for 
another  enlistment  (RA  or  USAR). 

a.  annually 

b.  quarterly 

c.  monthly 

d.  weekly 

(Answers  to  this  month’s  Test,  as  well  as  last  month's  Test,  appear 
on  the  inside  back  cover.  Answers  to  The  Test  will  appear  in  the  same 
issue  as  The  Test  from  now  on.) 
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Paperwork  reduction 

USAREC  is  continuing  its  efforts  to  reduce  the  administrative  paperwork  burden  on  the  field. 
These  efforts  include  streamlining  administrative  paperwork  and  discontinuing  internally 
generated  reports.  You  can  help!  If  you  have  a suggestion  on  how  we  can  streamline  administra- 
tive paperwork  or  eliminate  a report,  use  this  mail-in  page  to  send  your  suggestions  to  the  Chief 
of  Staff.  You  can  make  a difference! 


HQ  USAREC  Fm  1829, 1 May  91 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  SHERIDAN,  ILLINOIS  60037-6000 


OFFICIAL  BUSINESS 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  600  FORT  SHERIDAN,  IL 
POSTAGE  WILL  BE  PAID  BY  U.S.  ARMY  RECRUITING  COMMAND 

Commander 

U.S.  Army  Recruiting  Command 
ATTN:  RCCS  (Chief  of  Staff) 
Fort  Sheridan,  IL  60037-6020 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


Fold  here  first 
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1st  Bde  offers  insights 


Units  preparing  to  implement  the  USAREC 
build  down  process  can  benefit  from  the  les- 
sons learned  by  the  1st  Recruiting  Brigade.  The 
brigade  is  now  restructured  to  the  new  system  after 
recently  experiencing  implementation  of  the  build 
down  process. 

USAREC  proactive  build  down  planning  began  more 
than  a year  ago.  The  ideology  left  the  drawing  table  and 
became  a vision  of  reality  in  August  1990  when  more  than 
one  hundred  recruiting  substations  closed  their  doors. 

The  1st  Recruiting  Brigade  is  one  of  the  first  to  feel  the 
effects  of  full  build  down  implementation.  On  April  1 , the 
brigade  closures  totalled  two  battalions  (Boston  and  New 
Haven),  15  companies  and  95  stations.  Their  personnel 
changes  included  decreasing  175  OPR  A recruiters  while 
increasing  50  Reserve  recruiters. 

“We  experienced  a lot  of  problems  with  automation,” 
said  MAJ  Hergert,  1st  Recruiting  Brigade  S-3.  “The 
USAREC  hotline  was  very  beneficial  in  the  correction  of 
these  automation  problems.” 

According  to  1st  Recruiting  Brigade  Chief  of  Staff 
LTC  Donald  R.  Little  Jr.,  there  should  be  a systematic 
method  followed  in  closing  out  a battalion. 

“Production  responsibility  should  shift  one  month  prior 
to  inactivation.  The  last  month  of  the  battalion  should  be 

property  transfer  and 

" shipment, 


‘The 

USAREC 
hotline 
was  very 
beneficial’ 


facility 
closure,  civilian  per- 
sonnel termination, 
files  transfer  and  other 
administrative  and 
logistics  tasks.” 

The  following  are  a 
few  observations  from 
LTC  Little  to  further 
assist  units  in  the  build 
down  process: 


USAREC  established  a CIM5  s build 


,/n  datab; 


reflect  the  new  sL 

as  a parallel  system  that  would  become  the  new  operating 
database  on  the  implementation  date. 

It  would  be  beneficial  for  all  involved  if  brigades  had 
complete  read/write  access  to  the  database. 

RZAs  are  the  cornerstone  for  defining  the  build  down 
structure.  Therefore  they  must  be  completed  before  other 
build  down  actions  can  progress.  The  primary  lesson 
learned  in  this  area  is  to  start  early. 

Support  personnel  issues  should  be  finalized  at  least  six 
months  prior  to  implementation  so  that  personnel  can  be 
reassigned  or  requisitions  submitted. 

Coordination  with  Keystone  is  essential  for  changes 
made  to  a location  of  applicant  processing,  and  for  ap- 
proved MEPS  single  service  exceptions.  Close  follow-up 
is  crucial  as  an  undocumented  change  in  Locid’s  can 
gready  impede  processing. 

The  ADP  and  data  transfer  issues  must  receive  a high 
priority. 

The  USAREC  Automation  System  (ARADS)  does  not 
automatically  transfer  people  into  their  new  positions. 

Advertising  accounts  must  be  resolved  prior  to  trans- 
ferring records  to  a gaining  unit. 

RZA  realignments — zip  codes,  high  schools — should 
be  effective  with  battalion  closing.  Transfer  of  A&PA 
areas  such  as  Scholar  Athlete,  Science  and  Engineering 
Fairs  and  JROTC  would  be  completed  more  effectively. 

New  RPI  account  numbers  should  be  requested  for 
transferred  units  prior  to  closing. 

LEADS  could  misdirect  cards  when  battalions  are 
closed  as  the  system  update  lags  behind  the  transfer. 

Reconfiguration  leaves  CIMS  under  obsolete  data  mis- 
sioning and  production  data  becomes  extremely  difficult 
because  of  the  lack  of  proper  CIMS  data.  Correction  of 
data  bases  lags  too  far  behind  inactivation  and  recon- 
figuration of  units. 

Ed  Bala 
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This  isn’t  the  first 
time .... 


“The  Tower,”  HQ  USAREC  at  Fort  Sheridan,  ill. 


How  it  can  work 

Two  recruiting  company  first  sergeants 
remark  on  how  they  worked  build  down  for 
their  troops  and  with  the  RZA  process.  Both 
were  in  the  Boston  Battalion;  both  now  are  in 
the  Brunswick  Battalion. 

“We  saw  the  importance  of  getting  the 
recruiters  and  station  commanders  involved 
in  the  process  — basically  we  sat  down  and 
set  ground  rules  and  called  in  the  station  com- 
manders for  them  to  design  the  perfect  RZA 
at  their  level.  Then  the  battalion  commander 
called  in  all  the  CLTs,  got  them  together  and 
worked  out  what  we  felt  was  fair  and  equi- 
table for  all  concerned. 

“We  worked  in  stages  from  station  to  com- 
pany to  battalion  until  all  were  satisfied.” 

1SG  James  E.  Kennedy,  Bangor  Recruiting  Company 

“We  kept  the  recruiters  informed  and  mini- 
mized interference  by  trying  to  keep  the 
recruiters  within  their  same  zone. 

“We  met  once  a month  with  the  BLTs  and 
CLTs,  made  a plan,  took  things  step  by  step, 
and  stuck  to  it.  The  battalion  was  great!" 

1SG  Steve  Crow,  North  Shore  Recruiting  Company 


In  July  1973  the  headquarters  of  the  new  volun- 
teer Army  Recruiting  Command  relocated  to  Fort 
Sheridan,  111.,  from  Hampton,  Va.  The  recruiting 
command  needed  a more  central  geographic  loca- 
tion; it  was  expanding  due  to  the  growing  mission. 
Since  this  time  the  command  has  continually 
changed  and  reorganized. 

In  1976  the  recruiting  command  began  reor- 
ganizing by  reducing  the  District  Recruiting  Com- 
mands (battalions)  from  64  to  57.  Also,  several 
internal  changes  took  place  during  1976  to  1980, 
such  as  the  renaming  and  developing  of  direc- 
torates, none  of  which  had  a direct  affect  on 
production.  In  January  1980  MG  Thurman,  CG 
USAREC,  tasked  the  Resource  Management 
Directorate  to  complete  a reorganization  study. 
The  reorganization  team  completed  the  study  in 
September  1980.  They  fowarded  their  report  to 
HQDA  recommending  the  elimination  of  123 
spaces  from  region  structure  and  the  closing  of 
Niagara  District  Recruiting  Command.  In  October 
1980  the  report  and  USAREC  reapplication  of  all 
manpower  and  dollar  savings  were  approved  by 
ODCSPER.  Finally  in  October  1981  the 
USAREC  reorganization  report  was  imple- 
mented, with  net  reduction  of  123  spaces  from 
regional  recruiting  commands  and  the  closing  of 
Niagara  Falls  DRC.  This  was  a net  savings  of 
$2.79  million. 

No  major  structural  changes  took  place  after 
1981,  but  programs  such  as  Joint  Optical  Informa- 
tion Network  (JOIN)  and  Sales  Training  for  Army 
Recruiting  Success  (STARS)  were  added  to  en- 
hance productivity  of  the  recruiter. 

In  April  1989  Fort  Sheridan,  111.,  the  home  of 
the  Recruiting  Command  was  selected  to  close  by 
the  Defense  Secretary’s  Commission  on  Base 
Realignment  and  Closure.  At  that  time  the  recruit- 
ing command  was  divided  into  5 brigades,  55 
battalions  and  261  companies.  There  were  2,018 
recruiting  stations  located  worldwide  from  Guam 
to  Heidelberg. 
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Letters  from 


Shield  and 

The  soldiers  of  Desert  Storm  will  soon  be  coming 
home  to  the  greatest  welcome  American  troops  have  ex- 
perienced in  nearly  a half-century.  Our  national 
leaders,  your  friends  and  neighbors,  even  people  on  the 
street  are  saluting  you  and  your  magnificent  perfor- 
mance in  the  Persian  Gulf.  Most  important,  your 
families  and  loved  ones  will  have  you  back. 

In  the  midst  of  the  great  outpouring  of  love  and  af- 
fection you  are  coming  back  to,  there  will  be  other,  less 
vocal,  voices.  These  are  the  voices  of  those  of  us,  your 
fellow  soldiers,  who  did  not  deploy  to  the  gulf.  This 
has  been  a difficult  time  for  us,  feeling  an  immense 
sense  of  guilt  and  futility.  No  one  wanted  to  be  in  the 
gulf,  but  we  all  felt  we  ought  to  have  been  there  with 
you. 

We  are  waiting  quietly  in  the  wings  as  you  reap 
your  very  just  rewards.  We  are  standing  there  with  our 
hearts  full  of  the  pride  you  have  given  us  all.  You  have 
vindicated  us,  taken  the  military  out  of  the  back  of 
society’s  mind.  Your  gallant  victory  in  Iraq  and  the 
months  of  stoic  courage  that  preceded  it  have  brought 
Americans  together  as  no  other  event  has  in  the  past 
two  decades. 

Although  we  weren’t  there,  you  have  made  us  all 
prouder  of  our  chosen  profession  than  we  will  ever  be 
able  to  find  words  to  describe.  This  is  why  we’ll  stand 
quietly  by  while  our  nation  pays  you  homage.  Please 
know  that  we,  too,  honor  you.  We  cannot,  however, 
even  begin  to  honor  you  to  the  same  degree  you  have 
honored  us.  Thanks  to  you,  the  pride  we  have  always 
felt  as  soldiers  is  finally  being  felt  by  our  nation. 

We  will  never  forget  what  you  have  done,  nor  will 
we  forget  those  who  are  not  coming  home  with  you. 

The  sacrifices  made  by  the  families  of  our  fallen  must 
not  be  overlooked  in  the  joy  of  your  homecoming.  We 
know  this  wasn’t  the  cakewalk  the  media  is  portraying 
it  to  be.  Our  dead  and  wounded  speak  to  that.  We  know 
how  many  sleepless  nights  you  have  spent  anxious 
with  dread.  You  have  seen,  felt  and  smelled  the  fear,  ex- 
perienced the  violence  and  overcome  the  challenges. 
Please  know  that  we  were  there  in  spirit,  as  much  as 
you  have  been  here  in  America’s  heart. 

CPT  Steven  R.  Corbett 
Fort  Leavenworth,  Kan. 

Editor’s  note:  Reprinted  from  the  Army 
Times,  with  the  author’s  permission. 


Storm 


Desert  Shield  90 

Sarge — 

I thought  I would  drop  you  a line  from  Saudi 
Arabia.  We  are  living  in  8-man  tents.  There  are  about 
4,500  tents  here.  The  sand  blows  up  in  dust  storms  all 
day.  We  really  never  get  used  to  the  120s  [degrees] 
during  the  days.  But  at  night  it  goes  down  to  the  70s, 
which  is  really  comfortable.  We  have  been  here  27 
days  now  and  I am  ready  to  get  home  to  my  wife. 

Last  week  I was  taken  out  of  my  platoon  and  moved 
into  operations,  where  I am  doing  my  71L  job.  At  the 
same  time  I am  the  lSG’s  driver.  That  part  is  tiring, 
when  you  get  in  at  midnight  and  are  up  at  5 moving 
again.  What  really  sucks  over  here  is  that  we  eat  three 
MREs  a day. 

Don’t  feel  sorry  for  me  because  I am  not  upset  that 
I’m  here.  I knew  when  I signed  on  the  dotted  line  and 
when  I swore  the  oath  to  defend  my  nation  that  I could 
someday  have  to  fight.  I know  we  arc  NOT  here  for  oil 
alone.  In  my  mind  we  are  here  to  build  the  U.S.  back  to 
a world  powerhouse.  And  I think  that’s  alright.  But  in 
my  mind  I would  rather  just  go  in  and  kick  his  ass  and 
get  it  over  with.  I say  most  everybody  here  is  just  lone- 
ly and  miss  our  families. 

Sincerely 

Eric 
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October  31st 


Sarge, 

How  are  you?  I’m  fine.  We  were  pulled  back  to  the 
rear  a couple  of  days  ago.  They  put  our  battalion  on  the 
border,  I loved  it  there  up  north,  it  is  so  cool,  it’s  real 
strict.  But  it’s  just  infantry,  no  bogus  details.  We  were 
there  for  a month  to  see  if  they  would  try  anything.  We 
would  be  on  the  defense.  Which  in  a way  wasn’t  good. 
We  had  to  dig  in  our  mortars.  You  could  see  the  lights 
in  Kuwait  at  night.  We’re  going  back  out  there  soon.  I 
know  or  am  pretty  sure  Iraq  won’t  attack  so  I hope  we 
do  and  before  Christmas. 

I hope  to  get  my  C.I.B.  I still  have  no  regrets  for 
coming  in  or  becoming  1 1C.  I love  my  MOS.  They  tell 
us  to  plan  on  a year.  I don’t  mind  an  extra  $110  a 
month,  I don’t  mind  at  all  and  I can’t  spend  a penny  of 
it.  The  Army  is  a great  place  to  start,  I love  it. 

People  are  always  complaining  here,  why  I really 
don’t  know  — they’re  just  whiners.  But  I do  feel  sorry 
for  the  guys  with  a wife  and  kids.  It’s  hard  on  them. 

I’ve  been  writing  a girl  back  home,  she’s  a real  nice 
girl.  She’s  been  writing  me  back. 

My  family  and  relatives  and  friends  are  sending  me 
all  kinds  of  stuff.  Thank  goodness  they  allow  us  to 
store  a kitbag  and  that  I hardly  brought  anything  with 
me  helps  too. 

I’m  really  sorry  I couldn’t  see  you  when  I came 
back.  I was  going  to  see  you  in  my  class  A’s.  They’re 
not  so  lame  anymore.  I’m  actually  really  proud  to  wear 
it,  and  it  attracts  the  babes  too. 

I’m  losing  weight.  The  desert  is  making  all  of  us 
lose  muscle  and  fat. 

I’ve  seen  all  kinds  of  things,  from  3 kinds  of  scor- 
pions, sand  vipers,  and  different  spiders.  I caught  some 
of  the  scorpions.  One  guy  tied  a piece  of  string  to  its 
claw  and  walks  it.  It  actually  lets  us  touch  it.  He  can 
release  it  at  night  and  it  stays  right  next  to  his  sleeping 
bag.  No  insects  screw  with  him  because  of  it.  I’m 
going  to  have  to  get  one. 

Oh,  the  rumors  that  we  arc  bored  are  just  rumors. 
People  in  the  rear  are  bored,  the  infantry  is  always  train- 
ing or  out  in  llic  field  in  operations.  I’m  lucky  if  I have 
time  to  write  or  pray.  They  wake  us  up  all  during  the 
night  because  of  movement,  but  I still  love  it  here.  God 
is  taking  real  good  care  of  me.  I’m  praying  for  you, 
Sarge.  I hope  to  see  you  soon,  got  to  go. 

Your  friend, 

Tom 


1-27-91 

Dear  Family, 

Hello,  everyone.  I wish  I didn’t  have  to  write  this.  I 
will  be  into  it  in  48  hours.  Our  troop  was  given  the 
word  today,  so  when  you  get  this  letter.  I’ll  be  in  Saudi 
Arabia.  I got  your  letter  today,  it  was  great  to  get  the 
letter.  Keep  on  praying  and  hoping  for  a quick  end  to 
the  war.  To  be  a part  of  history  is  incredible.  I have 
mixed  feelings.  I am  scared  as  I’ve  ever  been  in  my 
life,  but  I am  proud  to  be  fighting  for  my  country  and 
for  its  people. 

I don’t  know  when  I’ll  be  able  to  contact  you  again 
or  write,  my  first  chance  I get  I’ll  write  or  call.  I would 
have  written  a lot  more  and  sooner,  but  with  this  war, 
I’ve  been  on  the  move  like  never  before.  I am  tired, 
sore,  and  moody.  Keep  writing  to  the  same  address,  I 
will  still  get  mail  no  matter  where  I am.  After  all  this  is 
over  I go  back  to  Germany. 

All  my  life  I have  talked  about  war  and  being  in  it. 
I’m  starting  to  find  out  being  a kid  was  easy  and  peace 
is  very  precious.  But  whatever  happens  to  me  remem- 
ber I love  all  of  you.  But  when  I get  back  I’ll  have 
some  great  stories  to  tell. 

The  three  weeks  I was  home  was  something  that 
will  be  kept  in  my  heart  until  the  end  of  time.  I found 
out  gifts  don’t  really  matter,  Christmas  is  a time  for 
family  to  be  together. 

After  Saddam  is  defeated  and  the  world  is  once 
more  at  peace,  I hope  the  USA  sees  the  need  for  a 
strong  army. 

“In  PEACE  prepare  for  WAR, 

In  WAR  prepare  for  PEACE. 

The  art  of  war  is  of  vital 
importance  to  the  state. 

It  is  a matter  of  life  and 
death,  a road  to  either 
safety  or  ruin. 

Hence  under  no  circumstances 
can  it  be  neglected." 

— SUNTZU 

To  my  family  and  friends  I send  my  love.  May  God 
be  with  you  all. 

Love, 

Rob 
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17  Jan  91 

Hey,  how’s  it  going,  Jon?  We’re  about  8 hours  into 
the  war  and  the  bombers  are  still  flying  overhead.  I’ve 
never  prayed  for  the  Air  Force  before,  but  I started  to 
today  — AIM  HIGH!  You  can  tell  the  AF  recruiter  I 
said  that  if  you  like. 

We  just  got  finished  jumping  positions.  We  have  a 
problem  with  Bedowan  [sic]  people  of  the  area. 

They’re  nomadic  desert  people  that  just  roam  around. 
Lately  they  had  been  hanging  around  our  old  position. 
We  had  reason  to  believe  that  they  were  gathering  intel- 
ligence on  our  equipment  and  location  for  targeting  by 
Iraq.  So,  we  moved  last  night. 

I don’t  know  if  you  heard  that  I’m  a platoon  leader 
now.  I started  work  in  Germany  in  the  S-4  shop.  On  the 
18th  of  Dec  90  I was  very  quickly  moved  into  a collec- 
tion and  jamming  platoon.  Our  duty,  once  the  ground 
force  is  put  into  action,  is  to  go  3-5  kilometers  from  the 
frontline  and  gather  information  and/or  jam  Iraq’s  radio 
transmissions. 

The  latest  word  is  that  we  won’t  move  from  our  new 
location  until  the  Air  Force  is  done  with  its  mission. 
That  could  be  as  soon  as  10  days  or  as  late  as  3 weeks 
— according  to  the  news  reports. 

My  CO  is  a little  flakey,  but  I’ve  got  the  best 
platoon  in  the  company  - no  kidding.  These  people 
know  exactly  what  they’re  doing  and  all  I have  to  do  is 
just  get  them  to  the  battle.  I don’t  think  a platoon  leader 
could  ask  for  much  more  than  that. 

The  weather  here  is  very  strange.  It’s  been  warming 
up  more  in  the  daytime  (high  70’s),  but  that  just  makes 
the  nights  seem  that  much  colder  (low  40’s).  The  dust 
here  is  a big,  big  problem.  It  gets  into  absolutely  every- 
thing! Our  vehicles  have  to  be  PMCS’ed  2 or  3 times  a 
day. 

We  don’t  have  any  scorpions,  camel  spiders,  snakes 
or  any  other  critters,  except  ants,  at  our  location.  It  is  in- 
credibly flat  where  I am  you  can  see  out  to  the  horizon, 
almost  4 1/2  miles. 

You  know,  Jon,  I can  think  of  many  other  places  that 
I’d  like  to  be,  but  I’m  damn  glad  that  you  got  me  into 
the  Army.  I don’t  know  what  I’d  do  if  I didn’t  have  the 
Army  right  now.  Thank  You. 

Well,  I just  thought  I’d  let  you  know  how  I’m  doing. 
Please  share  this  with  “Dot”  and  the  yellow  ribbon 
gang.  Take  care  of  yourself  and  write  me  back  if  you 
get  a chance. 

Jon 

P.S.  Wish  you  were  here!  -just  kidding- 


14  Mar  91 

How  the  hell  are  you?  Well,  I made  it  through.  The 
war’s  basically  over.  All  we’re  doing  now  is  waiting 
for  Iraq  to  sign  a treaty  and  we’re  back  to  Germany. 

We  never  had  any  direct  contact  with  the  Iraqs,  but 
we  did  take  some  artillery.  Scared  the  ****  out  of  me! 
Nobody  was  hurt.  I kept  them  all  moving  and  only 
minor  damage  was  done  to  some  equipment. 

Right  now  I’m  in  Kuwait,  about  20  miles  north  and 
slightly  west  of  Kuwait  City.  All  we’ve  been  doing  late- 
ly is  going  through  the  maze  of  Iraq  bunkers  and  tun- 
nels. These  guys  had  over  6 months  to  dig  in  and  they 
did!  I’ve  seen  more  AK-47s,  SKSs,  pineapple  grenades 
and  mortar  rounds  than  ever  before  in  my  life!  It’s  kind 
of  scary  entering  these  bunkers  because  some  of  them 
have  been  booby  trapped.  Some  are  rigged  to  fall  in, 
others  have  toe-popper  land  mines. 

My  company  has  taken  7 Iraqis  as  prisoners  of  war 
so  far.  We  have  Arabic  linguist  as  interpreters  who  help 
us  interrogate  them.  Some  of  these  guys  haven’t  been 
fed  in  over  3 weeks!  They  don’t  have  enough  cold 
weather  gear  to  make  it  through  the  cold  nights  here 
either.  They’re  kind  of  a pathetic  army. 

Hey!  Does  this  mean  I can  join  the  VFW  now?  Gee, 
maybe  I could  even  get  a job  bartending  there  now.  I 
can’t  tell  you  much  I appreciated  your  helping  me  try 
to  find  a job  last  winter.  I don’t  know  of  anyone  else 
who  would  have  done  that  for  me.  Which  brings  me  to 
thanking  you  again  for  getting  me  in  the  Army.  This  is 
the  best  thing  that  has  happened  to  me  in  my  life!  I 
love  my  job  as  platoon  leader  and  my  commander  has 
put  me  in  for  a Bronze  Star!  He  said  he  was  kind  of 
leery  at  first  to  put  a 2LT,  fresh  out  of  OBC,  into  a 
platoon  leader  slot  going  to  war.  But,  he  just  told  me 
yesterday  how  impressed  he  was  with  performance. 

Not  too  bad  for  my  first  “field  problem.” 

Well,  Jon,  I’ve  got  reports  to  do  (I’m  the  NBC 
officer,  tax  officer,  morale  officer  and  more).  Thanks 
for  everything!  Take  care  and  God  Bless! 

Jon 

P.S.  You  owe  me  a beer  for  getting  through  this 
alive! 
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Home  Fires 


Ouch! 

Do  you  need  a 
health  insurance 
policy  to  supplement 
your  CHAMPUS 
benefits  ? 

After  receiving  health  care  from  a civilian  source  and 
having  CHAMPUS  pay  its  share  of  your  medical  bills, 
the  costs  that  are  left  will  be  your  responsibility.  You  can 
either  pay  those  costs  out  of  your  pocket,  or  you  can  buy 
an  insurance  policy  that  will  pick  up  most  or  all  of  the 
remaining  expense. 

Policies  that  are  specifically  designed  to  pay  after 
CHAMPUS  has  paid  the  government’s  share  of  civilian 
health  care  costs  are  called  CHAMPUS  supplemental 
policies.  They  are  offered  by  military  associations  and 
private  firms,  and  have  no  connection  to  CHAMPUS,  to 
the  Defense  Department,  or  any  other  agency  of  the 
federal  government. 

Each  CHAMPUS  supplemental  policy  has  its  own  rate 
structure  and  rules  about  eligibility,  level  of  benefit 
coverage,  deductibles,  coverage  of  long-term  illness,  and 
so  forth.  It  will  be  up  to  you  to  decide  which  plan  — if 
any  — is  best  suited  to  your  needs. 

Here  are  some  questions  you  should  ask  when  shop- 
ping for  CHAMPUS  supplemental  policies: 

s Will  the  plan  cover  amounts  beyond  what 
CHAMPUS  allows? 

0 Does  the  plan  cover  inpatient  care?  Outpatient 
care?  Long-term  care? 

is  Does  the  plan  pay  for  services  that  aren’t  covered 
by  CHAMPUS  (such  as  cosmetic  surgery)? 

h Does  the  plan  specifically  not  cover  other  condi- 
tions (e.g.,  mental  health,  OB/gyn,  cancer)? 

h Will  the  supplemental  plan  cover  you  overseas? 


If  you  are  overseas,  you  may  not  incur  any  disal- 
lowed charges,  because  CHAMPUS  pays  billed 
charges  overseas. 

@ Do  you  have  easy  access  to  military  medical  care 
in  your  immediate  vicinity? 

m Does  the  nearest  military  medical  facility  treat 
family  members?  (Some  treat  only  active-duty 
service  members.) 

m Is  there  a deductible  you  must  meet  before  the 
supplement  will  begin  paying? 

e Is  there  a maximum  limit  on  benefits  (lifetime,  an- 
nual, type  of  care)? 

m Is  there  a limit  on  the  number  of  days  of  inpatient 
care  the  plan  will  cover? 

0 What  are  the  supplemental  policy’s  premium  pay- 
ment options? 

m Can  your  premium  payments  be  increased? 

ei  Does  the  supplemental  plan  automatically  cover 
the  service  member  when  he  or  she  retires? 

a Does  coverage  continue  for  surviving  spouses  at 
no  charge?  For  how  long? 

■ What  are  the  time  limitations,  if  any,  for  claim 
filing? 

Remember:  Whether  or  not  to  buy  a CHAMPUS  sup- 
plemental insurance  policy  is  a decision  only  you  can 
make.  So  get  as  many  facts  as  possible  before  choosing 
among  the  many  policies  that  are  available. 


A QOL  issue:  health  care 

The  cost  of  medical  care  is  not  just  a military 
quality  of  life  issue  — it  is  a nation-wide  problem. 
The  Congressional  Budget  Office  says  that  about 
12  percent  of  this  nation’s  gross  national  product  is 
spent  on  health  care,  about  $666  billion  annually, 
which  is  more  than  other  industrialized  nations 
spend.  By  contrast,  Canada  pays  about  9 percent.  It 
is  estimated  that  by  the  year  2000,  health  care  costs 
will  eat  up  about  20  percent  of  the  U.S.  gross 
national  product. 

According  to  a Chicago  Tribune  article  on  May 
5, 1991,  the  Congressional  Budget  Office  says  that 
the  nation’s  health-care  costs  have  risen  dramati- 
cally because  of  several  factors:  an  aging  popula- 
tion, more  effective  and  costly  medical  technology, 
and  the  failure  of  the  normal  discipline  of  the 
marketplace  to  limit  the  quantity  of  health  care 
provided  because  consumers  don’t  have  to  pay  for 
all  of  it. 
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Knowing  the 
right  people 
helps 


Above:  SSG  Chris  Norris  (left)  and  SSG  Joe  Palacios  (far  right)  are  honored 
guests  with  two  other  soldiers  in  a Kerrville  victory  parade.  Below:  The  Kerr 
ville  recruiters  pose  with  Operation  Desert  Storm  support  group  members. 
(Photos  by  Aaron  Williams) 


Zj  A recruiter  spends  six  years  in 
a small  town  and  he  becomes  well- 
known  and  knows  just  about 
everybody.  Such  is  the  case  with 
SSG  Chris  Norris,  Army  recruiter 
in  Kerrville,  Texas. 

Norris,  station  commander,  has 
been  in  Kerrville  for  six  years.  The 
station  was  a one-man  station  until 
1987,  when  it  was  upgraded  and 
SSG  Joe  Palacios  was  assigned. 

Just  how  well-known  a person 
can  become  is  very  aptly 
demonstrated  by  what  happened  in 
Kerrville  (population  about 
15,000)  during  Operations  Desert 
Shield  and  Desert  Storm. 

Shortly  after  Desert  Shield 
began,  Norris  was  asked  for  help. 

A Kerrville  business  had  donated 
video  tapes  and  taping  facilities  for 
families  of  service  members  to 
send  holiday  greeting  to  their  loved 
ones  in  the  Middle  East.  The 
group,  however,  needed  help  in 
paying  the  postage.  Norris  con- 
vinced the  owner  of  a local  car 
dealership  to  pick  up  the  tab  — 
and  some  40  videos  were  on  their 
way. 

Norris  was  then  asked  by  a sup- 
port group  to  speak  at  the  group’s 
first  meeting.  Norris  obliged  and 
became  the  patron  of  the  group.  He 
was  also  able  to  secure  a free 
meeting  place  at  a local  resort. 


By  March,  the  town  had  been 
planning  a “Support  the  Troops” 
parade  and  rally  for  weeks.  Two 
days  before  the  rally,  the  cease-fire 
was  announced,  so  the  rally  be- 
came a victory  celebration. 

Norris  and  Palacios  rode  in  the 
parade  as  representatives  of  the 
Army.  Acknowledging  the  cheers, 
salutes  and  flag-waving  of  Ker- 


rville residents,  they  represented 
the  essence  of  recruiting  — they 
not  only  work  in  a town,  but  they 
had  become  an  integral  part  of 
their  communities.  Tammy  Neal, 
founder  of  the  Kerrville  support 
group  said,  “They  were  there  when 
we  needed  them.” 

Aaron  Williams,  San  Antonio  A&PA 
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Soldier 
adopted  by 
high  school 
returns 

SGT  Stephen  Nelson  of  the 
Catonsville  Recruiting  Station 
recently  teamed  up  with  Franklin 
High  School  of  Reisterstown,  Md., 
to  welcome  home  one  of  its  alumni 
returning  from  Operation  Desert 
Storm. 

“1LT  Richard  M.  Kanney  of  the 
82d  Airborne  Division  deployed  to 
the  Gulf,  wrote  a letter  to  Franklin 
High  School  — asking  them  to 
adopt  him  and  his  platoon.  The 
whole  school  got  involved  and  sent 
letters,  care  packages,  banners  and 
games,”  said  SGT  Nelson.  1LT 
Kanney  graduated  from  Franklin 
High  School  in  1982. 

SGT  Nelson  arranged  for  1LT 
Kanney  to  speak  to  the  school’s 
Annual  Leadership  Breakfast  and 
to  appear  before  the  entire  school 
in  a “Welcome  Home”  ceremony. 

At  the  ceremony  1LT  Kanney 
told  the  packed  auditorium,  “The 
leadership  skills  you  learn  in  the 
Army  are  priceless.”  I fulfilled  a 
dream  of  leading  a platoon  into 
combat  and  back.  I couldn’t  have 
done  that  without  getting  an  educa- 
tion and  learning  leadership  skills. 
The  Army  gave  me  the  opportunity 
that  no  one  else  could."  To  com- 
plete the  ceremony  SGT  Nelson 
and  1LT  Kanney  presented  Certifi- 
cates of  Enlistment  to  2 DEP  sol- 
diers. 

“This  definitely  opened  up  the 
school  to  the  Army,”  said  SGT  Nel- 
son. “The  students  and  faculty  are 
much  more  receptive  to  the  Army 
now.” 

Keith  Matyi,  Baltimore  A&PA 


Accompanied  by  recruiter  SGT  Stephen  Nelson,  1LT  Ricard  M.  Kanney,  82d 
Airborne  Division,  talks  to  students  of  Franklin  High  School  of  Reistertown, 
Md.,  about  his  experiences  in  Operation  Desert  Storm.  (Photos  by  Keith  Matyi) 
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Welcome 

home 

Zj  Baltimore  Battalion  recently 
welcomed  “one  of  its  own”  home 
from  the  Persian  Gulf.  PFC  Robert 
M.  Kreis,  former  battalion  DEP  sol- 
dier of  Towson  Recruiting  Station, 
visited  the  station  and  attended  a 
DEP  function  at  which  MG  Jack  C. 
Wheeler,  USAREC  commander, 
extended  his  congratulations  for  a 
job  well  done. 

“PFC  Kreis  represents  all  those 
who  served  in  Operation  Desert 
Storm,”  said  Wheeler.  “He  showed 
a love  for  his  country  through  his 
selflessness.  He  served  his  country 
in  time  of  need.” 

Kreis  and  his  unit  spent  most  of 
the  early  days  leading  up  to  the  war 
in  Saudi  Arabia,  peering  into 
Kuwait,  enduring  the  sweltering 
heat  of  summer  and  the  wind  and 
cold  of  the  season  after  — sharing 
their  hasty  fighting  positions  with 
flies,  snakes,  beetles  and  scorpions 
of  all  colors.  Their  sparse  bedroom 
trenches  were  fdled  only  with  a 
poncho  and  liner  with  the  sky  as 
their  ceiling.  One  thing  Kreis  said 
kept  them  going  were  personal  let- 
ters from  home  and  those  other  let- 
ters addressed  to  “Any  Soldier.” 

“The  public  support  was  great,” 
said  Kreis,  of  the  hundreds  of  let- 
ters his  unit  received  from  the 
general  public.  Kreis  and  his  fellow 
soldiers  answered  as  many  letters 
as  they  could. 

The  Jan.  15  deadline  came  and 
went.  Two  days  later,  Kreis 
watched  and  heard  as  allied  air  sor- 
ties dropped  bombs  on  the  enemy 
day  after  day.  He  said  he  knew  the 
ground  forces’  jobs  would  be  easier 
the  longer  it  went. 

“I  was  scared  out  of  my  wits,” 
said  Kreis,  “If  anyone  says  dif- 


ferently they’re  lying.”  His  unit 
dug  deeper  and  deeper  into  the 
sand  and  waited.  Thoughts  of  home 
kept  their  morale  high,  he  said. 

On  Feb.  23,  the  ground  war 
began.  Shortly  thereafter,  Kreis’ 
platoon  was  called  in  to  aid  another 
platoon  taking  fire  from  a 40-man 
Iraqi  outpost.  The  Iraqis  were 
suspected  of  performing  night 
probes  into  Saudi  territory.  Flyers 


asking  for  surrender  were  dropped 
onto  the  position  while  allied  sol- 
diers surrounded  it.  The  outpost 
was  taken  without  casualties  on  the 
allied  side  and  the  remaining  Iraqis 
readily  surrendered. 

“We  treated  them  as  soldiers,” 
said  Kreis,  referring  to  treatment  of 
the  enemy  prisoners  of  war.  “We 
weren’t  surprised  they  surrendered. 
They  weren’t  getting  resupplied — 
they  had  no  will  to  fight.  They 
weren’t  getting  food  and  water.” 

Kreis  next  found  himself  in- 
volved in  the  massive  air  assault 
drop  near  the  Euphrates  river, 
where  to  the  surprise  of  Bedouins 
camped  out  in  the  desert,  they  rap- 
pelled into  position  to  help  cut  off 
the  Iraqi  Republican  Guard  being 


routed  by  the  3rd  Armored  Cavalry 
Regiment.  Kreis  said  they  took 
some  fire  going  in  — their  helicop- 
ter had  bullet  holes  in  the  sides. 

Kreis  took  part  in  bunker-clear- 
ing and  mine-sweeping  operations 
as  hundreds  of  Iraqis  threw  up  their 
hands  in  surrender.  He  was  in  a 
hasty  fighting  position  when  it 
came  over  Armed  Forces  Radio 
that  the  war  was  over. 


Yet,  they  were  still  taking  artil- 
lery fire  from  the  Iraqis,  Kreis  said, 
because  they  didn’t  know  about 
the  cease-fire.  He  also  said  that  his 
unit  was  prepared  to  go  “all  the 
way  to  Baghdad”  and  some  of  the 
soldiers  seemed  disappointed  that 
the  war  was  over  so  quickly. 

Kreis  flew  into  Baltimore  to  a 
hero’s  welcome  provided  by  his 
family,  friends,  and  members  of  his 
father’s  veterans  unit.  Although  he 
still  insists  he’s  no  hero,  Kreis  has 
advice  for  those  considering  join- 
ing the  Army. 

“It’s  a good  way  to  start  life  if 
you  don’t  know  what  to  do,”  said 
Kreis,  “The  Army  gives  you  direc- 
tion.” 

Keith  Matyi,  Baltimore  A&PA 


PFC  Kreis  talks  about  his  experiences  with  DEP  members  from  the  Baltimore 
Battalion.  (Photo  by  Keith  Matyi) 
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Salutes 


Rings 


ALBANY 

SFC  Paul  L.  Martin 
SFC  William  R.  Wheeler 

ATLANTA 

SSG  Dock  C.  Gaddy  Jr. 
BALTIMORE 
SFC  Ronney  J.  Bythwood 
SFC  Donald  E.  Curry 
SFC  Mary  P.  Foreman 
SFC  Derek  A.  Jones 
SFC  James  P Mazanec 
SFC  Lorenza  R.  Searcy  III 
SFC  Angela  A.  Spensieri 
SFC  Gary  D.  Stanley 
SFC  Stephen  A.  Szuchnicki 
BECKLEY 

SSG  Charles  H.  Woodmore 

CINCINNATI 

SFC  Mark  R.  Hicks 


COLUMBIA 

SSG  Vernon  B Clackley  Jr. 

DALLAS 

SSG  William  R.  Dumas 
SSG  Robert  Reeves 

DETROIT 

SGT  Gregory  L.  Cotton 
SSG  Jerry  A.  Mains 
SFC  Lloyd  H.  Tolliver 
JACKSONVILLE 
SFC  Melvin  L.  Burke 
SSG  Edward  A.  Jarman 
SFC  Rafaela  Maldonadoortiz 
SSG  Rodney  A.  Nicholes 
LANSING 

SFC  James  S.  Arntz 
SFC  Kenneth  A.  Bergman  Jr. 
LOS  ANGELES 
SFC  Milton  M.  Evans 


SSG  Veronica  D Sims 

LOUISVILLE 

SFC  George  G.  Cooper 

MONTGOMERY 

MSG  Bryan  L.  Beck 

NEWBURGH 

SSG  Jerry  M.  Hamilton 

NEW  ORLEANS 

SFC  Chris  W.  McDermott 

NEW  YORK  CITY 

SFC  Grayling  S.  Jackson 

OKLAHOMA  CITY 

SFC  Josephine  Primous 

PHILADELPHIA 

SSG  Willie  E Grant 

PITTSBURGH 

SFC  Michael  G.  Ayers 

SSG  Samuel  S.  Dininno 


SFC  Walter  L.  Kennedy 
SFC  Timothy  McCall 
SFC  MarkS.  Miller 
RICHMOND 
SSG  Mark  A.  Jones 
SALT  LAKE  CITY 
SFC  Mark  E.  Thuer 
SAN  ANTONIO 
SSG  William  G.  Parr  Jr. 
SAN  FRANCISCO 
SFC  Stephen  J Axsom 
SSG  Donald  O.  Thompson 
ST.  LOUIS 
SFC  Joe  P.  Boone 
SFC  Michael  S.  Davis 
SFC  Donald  R.  Richardet 
SFC  Dale  A Wood 


Gold  Badges 


ALBANY 

SGT  Joseph  H.  Burnside 
SSG  Charles  W Justis 
SFC  David  M Kenyon 
SSG  William  Sinnett 

BALTIMORE 

SSG  Freddie  M Boston  Jr. 
SFC  Ricky  D Jackson 
SSG  James  Jones  Jr. 

SFC  Roy  A.  Kauer  III 
SSG  James  Murphy  Jr. 
SSG  Paul  E.  Strachan 
SSG  Calvin  Woodberry 
BECKLEY 

SGT  Terry  M.  Duncan 
BRUNSWICK 
SSG  John  T.  Anderson 
SSG  Luis  Cruz-Lopez 
SFC  Gary  W.  Delong 
SSG  Bernadette  M.  Frazier 
SSG  Lyle  J.  Hogue 
SFC  Terry  Kinsey 
SSG  Kelvin  W.  Mapp 
CHARLOTTE 
SSG  Felix  J.  Esposito 
SGT  Daryle  Novak 
CHICAGO 
SSG  Bruce  H.  Baker 
SFC  Carlos  R.  Dejesus 
SSG  Rodney  G.  Foster 
SGT  Roy  A.  Harper 
SSG  Kevin  M.  Johnson 
SSG  Kennard  E.  Lewis 
SSG  James  P.  Longhi 
SSG  James  E.  Price 


SSG  Samuel  E.  Sutton 

SGT  Eric  L White 

CLEVELAND 

SSG  Michael  Brown 

SGT  Jery  Zambounis 

COLUMBUS 

SSG  James  R.  Carp  Jr. 

SGT  Curtis  L Hampton 

SSG  Mark  R.  Timko 

DALLAS 

SGT  Jacqueline  M.  Burns 
SSG  Jose  E Gutierrez 
SFC  William  G.  McNelis  II 

DENVER 

SSG  Allen  V.  Cheesam 
HARRISBURG 
SSG  Paul  K.  Mullin 
SGT  Michael  Siderias 
SSG  Gwendolyn  E.  Smith 
HOUSTON 

SFC  Mitchell  G.  Foster 

SGT  Daniel  A.  Garza 

JACKSON 

SSG  Jaquelyn  Burke 

SFC  Sadiski  Cooper 

SSG  Craig  H.  Roberson 

JACKSONVILLE 

SSG  John  Isom 

SSG  Scott  T.  Wiza 

KANSAS  CITY 

SSG  William  A.  Luntsford 

LITTLE  ROCK 

SSG  Michael  S.  Cambron 

SSG  Randall  P.  Henderson 


MIAMI 

SSG  Michael  E Hayes 
SGT  Milton  W.  McGruder 
MILWAUKEE 
SGT  Kevin  T.  Paschen 
SSG  Harrison  L.  Riggins 
MINNEAPOLIS 
SFC  Joseph  P.  Morris 
MONTGOMERY 
SGT  Eric  Collier 
NASHVILLE 
SSG  Jeffrey  S.  Miller 
NEWBURGH 
SSG  Byron  Briggs 
SGT  Darrin  P.  Graham 
SFC  Timothy  Hunchberger 
SGT  Michael  Mealey 
SSG  Felix  E.  Walters 
NEW  YORK  CITY 
SSG  Altagracia  Alvarado 
SSG  Jose  L.  Negron 
OKLAHOMA  CITY 
SSG  Rodney  N Smith 
SSG  Paul  T.  West 
OMAHA 

SGT  Danny  L.  Brown 
SSG  Kenneth  D.  Shanholtz 

PEORIA 

SGT  Robert  H Harper 
SSG  Bruce  A.  Lepretre 

PHOENIX 

SSG  Michael  T Beatty 
SSG  Carlos  A Bonilla 
SSG  Donald  A.  Dittman 


SGT  Pedro  A Esparza 
SGT  Barry  T.  Gray 
SFC  Nancy  A Welch 
PITTSBURGH 
SSG  Darryl  Clinton 
SSG  Ray  H.  Clore 
SSG  Michael  R.  Linkenhoker 
SSG  Paul  E.  McConnell 
SSG  Randy  J.  Patterson 
SSG  Robert  J.  Slusher 
SSG  Ronald  C.  Wright 
RALEIGH 

SSG  James  Harrington 

SSG  Nathanial  McEachin 

RICHMOND 

SSG  Gregory  O.  Craig 

SGT  James  T.  Quinn 

SACRAMENTO 

SSG  Robert  P.  Benavente 

SGT  Ronald  P.  Kincey 

SALT  LAKE  CITY 

SGT  David  A.  Blake 

SGT  John  R.  Paxton 

SAN  ANTONIO 

SGT  Thomas  D.  O'Connor  Jr 

SSG  Gilberto  Velazquez-Ruiz 

SAN  FRANCISCO 

SFC  Charles  Hughes 

SFC  James  C.  Johnson 

SSG  Feao  Lauvao  Jr. 

SSG  Douglas  A.  Palmquist 
SFC  Fred  A.  Parker  III 
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RSC  Touring  Schedule 


May 

Cinema  Vans 

DALLAS  Apr.  30  - May  24 
DES  MOINES  May  11 
HARRISBURG  Apr.  30  - May  17 
JACKSONVILLE  Apr.  27  - May  3 
KANSAS  CITY  Apr.  30  - May  24 
LANSING  Apr.  30  - May  10 
LOS  ANGELES  Apr.  30  - May  24 
MILWAUKEE  May  13-24 
PEORIA  Apr.  30  - May  10 
PHILADELPHIA  May  20-24 
RECRUITING  SPT  CMD  May  12-28 
SALT  LAKE  CITY  Apr.  30  - May  24 
SYRACUSE  Apr.  30  - May  24 

Cinema  Pods 

ALBANY  Apr.  30  - May  24 
BALTIMORE  May  13-18 
JACKSON  Apr.  30  - May  24 
LOS  ANGELES  Apr.  30  - May  24 
PITTSBURGH  Apr.  30  - May  24 
RECRUITING  SPT  CMD  Apr.  28  - May  12 
SEATTLE  Apr.  30 -May  24 

High  Technology  Exhibit  Van 
CLEVELAND  May  22-31 
DETROIT  May  1-3 
INDIANAPOLIS  May  17-20 
LANSING  May  6-14 


June 

Cinema  Vans 

2d  BRIGADE  June  1-2 
CINCINNATI  June  15-16 
NEW  YORK  CITY  June  1-2, 10 
RICHMOND  June  1 
WASHINGTON  D.C.  June  8 
Cinema  Pod 

PHILADELPHIA  June  25-30 

History 

PHILADELPHIA  June  25-30 

High  Technology  Exhibit  Van 

DES  MOINES  June  1-27 

Medal  of  Honor  Exhibit 

RICHMOND  June  1 


Back  by  popular  demand 

As  some  of  you  have  pointed  out,  the  Test  appear- 
ing in  the  April  Recruiter  Journal  was  the  same  test 
that  appeared  in  the  March  RJ.  Sorry  — brain  cramp! 

— Editor 


Answers  to  the  April  Test 
(as  well  as  the  March  Test) 

1.  C.  USAREC  Reg  350-6,  para  5-2 

2.  A.  USAREC  Reg  601-51,  para  6-1 

3.  C.  USAREC  Reg  350-6,  para  4-2 

4.  D.  USAREC  Reg  601-51 , para  4-6 

5.  C.  AR  601  -21 0,  Table  2-1 , Rule  G 

6.  D.  USAREC  Reg  350-7,  para  4-22 

7.  C.  AR  601-210,  para  4-7 

8.  A.  USAREC  Reg  350-6,  App  B,  B-1 

9.  B.  USAREC  Reg  350-6,  App  B,  B-1 

10.  C.  USAREC  Reg  350-6,  para  C-3 

1 1 . D.  AR  601  -21 0,  Table  4-5,  Line  D 

12.  A.  USAREC  Reg  350-6,  App  F 

13.  C.  USAREC  Reg  350-6,  APP  G,  G-2 

14.  A.  USAREC  Reg  350-6,  App  G,  G-4 

15.  A.  AR  601-210,  table  4-2,  line  U 


Answers  to  the  May  Test 

1.  b.  USAREC  Reg  350-6,  para  3-1 2a 

2.  d.  USAREC  Reg  350-6,  para  3-12b(2) 

3.  c.  USAREC  Pam  601-1 5-1 , para  6 

4.  a.  USAREC  Pam  601-10,  para  3-11 

5.  c.  USAREC  Reg  350-7,  para  1-3 

6.  b.  USAREC  Reg  350-7,  para  4-10 

7.  d.  USAREC  Reg  350-7,  para  4-1 1 b 

8.  a.  USAREC  Reg  350-7,  para  4-12 

9.  d.  USAREC  Reg  350-7,  para  4-13 

10.  d.  USAREC  Reg  140-4,  para  D-6a 

1 1 . a.  USAREC  Reg  350-6,  para  G-4 

12.  b.  USAREC  Reg  601-56,  para  B-4 

13.  b.  USAREC  Reg  601-56,  para  B-5 

1 4.  a.  USAREC  Reg  350-7,  para  4-1 9a 

1 5.  c.  USAREC  Reg  350-7,  para  4-25b 
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That’s  why  it  helps  to  be  in  the  Army 

Because  the  Army  has  a range  of  benefits 
and  services  that  give  you  and  your  family  a real 
sense  of  security 

Benefits  like  knowing  your  family  is  covered 
by  medical  and  dental  insurance.  Or  knowing  who 
is  taking  care  of  your  children,  and  that  your  older 
kids  are  enjoying  safe,  supervised  activities. 

There’s  security  in  knowing  there  are  places 
for  financial  assistance.  That  there  are  pro- 
to help  your  wife  or  husband  find  employment. 


It’s  reassuring  to  know  there  are  places  to 


p,  like  the  commissary  and  the  PX,  where  your 
ney  goes  farther. 

And  nothing  makes  a family  feel  more 
secure  than  knowing  they’ve  got  a steady  income 
and  job  security. 

Not  everyone  has  that  kind  of  security. 
Army  families  do.  Because  the  Army  provides  many 
things  to  help  make  your  life  easier  We  do  it  because 
we’re  committed  to  you.  We  want  you  to  use  the 
services  we  offer  We  want  you  to  stay  in  the  Army 
family. 

In  this  family,  we  take  care  of  our  own.  And 
you  won’t  find  a more  secure  feeling  anywhere  else. 

ARMY  FAMILY. BE  ALLYOU  CAN  BE* 


l 


